Increase in Time-to-Market
in an unexpected Domain

Mirko Kleiner
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The overall challenge
Time without creating Value for the Customer is Waste
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Lean Agile Procurement ® |
Agile from the Start, eliminate Waste & increase Time to Market lean-agile

procurement
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| LEAN PROCUREMENT CANVAS s oule

procurement

Capabilities Unique Selling Proposition ~'2, True North Timing Needs
later

I
I
Top capabilities to resolve the needs Differentiators to your competitors " Prioritized & weighted business goals Time-boxes of needs solved now, or Prioritized top customer needs
|
I
|
I
|
I
I
I

Rewards Cost Structure ~ = High-Level Concept Conditions Existing Alternatives
Outline the contribution of the Variable & fixed costs ~ xfory analogy, : Further bounding conditions How are these needs solved today
proposed team e.g. youtube = fliaker for videos

Partner Focus Customer

How What

Vote of all participants,
e.g. confidence level 1-5

People & Resources PARTNER ' COMPANY

List your best minds to achieve the business goals




The Lean Procurement Canvas

is an Agile Contract

Ursula Sury, licjur, Die Advokatur AG




Lean Agile Procurement ' |
An end-to-end Approach to build & manage adaptive Partner Ecosystems lean-agile

procurement
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Improved Time to Market

From Idea to 1st Value delivered in just 5 Weeks, being faster would be possible!

5 weeks (lead time)
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Our Results
Faster, cheaper, better

Ax faster from ldea to 1st Value delivered
1/2 Effort

80% Savings through Focus

90% recommend the Approach

65% Budget lead to
120% Business Objectives
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This Project took a very innovative

Approach to Agile Sourcing



Conclusions
Make it like H.P. - Be the change you wanna see in the world!

Leave your Comtort Zone &
find Management Support

Experiment with the
[ean Procurement Canvas

Create a positiviImpact,
it's gonna be WIN-WIN!




Lean Procurement Canvas - Cheat sheet

Capabilities Unique Selling Proposition True North

eds?
1s a strategic usp, if
anna outsource it?
Name of Initiative Owner of Initiative Partner Date # Iteration B with the

Lean Procurement Canvas
Smide - Mobile App J. Smith, Product Owner Appfactory AG 1.1.2017 1

Capabilities Unique Selling Proposition True North Timing

Mobile DEV & HW 1.1.-31.1.2017

Mobile payment ‘ 10% Mobile App

24/7 Support Y |— 60% eBikes-withSensors

- 30% Support

Rewards

Swiss Mobile 4
Compeditor B

Compeditor C

Budget Cap at 225k

Bile-procurement.com

John (SM)

4 : ﬂowdags JointRoom  Task Tracker cIep lean-agile

flowdays.net

the lean procurement canvas by Mirko Kleiner is licensed under a Creative Commons Attribution-ShareAlike 4.0 International License. Lean procurement canvas version 1.22 More under lean-agile-procurement.com

e THANK YOU!

www.lean-agile-procurement.com

Mirko Kleiner
+41 79601 19 90

mirko@flowdays.net




